How To Rock At Relationship Marketing
Like The Best Sales Pros
Your Ultimate Template For Creating Content That Sells
Data from MarketingCharts suggests that at least 32% of business-to-business (B2B)
marketers create more company-centric content than customer-centric. Another 27%
write more customer-focused content. And 41% combine company- and
customer-focused content. You need to be more like the 41% who combine a full
funnel of inbound and product content. Here’s how to build relationships with your
marketing that will help you make a sale.
Your Prospects Don't Care About You, Your Product, Or Your Service (At Least Not Yet)
Provide enough inbound content that helps your prospects understand solutions to their problems.
Write down your customers’ 10 biggest challenges:

For each point, write down how your product or
service provides a solution to their challenge:
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From here, what is the best way to help your prospects
learn about your solution through your content—
without talking about the features of your product or
service? Hint: Think of headlines for blog posts for
each of the 10 challenges:

Now, for every one of your prospects challenges,
what is the best way to connect your product as a
solution? Hint: Think of product tear sheets,
brochures, and case studies:
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Will Old School Sales Models Work In Your Content Marketing?
There are a couple old school sales models that people still talk about. It gets pretty interesting when you apply
them to your content marketing.

Foot In The door
When you’re publishing a ton of content, it’s tough to know with which pieces someone will find your content
for the very first time. That’s their discovery of you—and your first chance to build a relationship. Start small,
and work up to something bigger with every piece of content you publish.
1. Ask for a social media share first.
Include an easy way to share your content at the beginning of your posts.
Provide a way to share about 100 words into the post.
Ask for a social share at the end of your posts, and tell your readers why (By sharing, you’ll help others
like you learn…).

2. Trade awesome free content for an email address.
Provide an email opt-in form in the header and footer of your blog and website.
Have a slide-in or popup form offering related free content in exchange for an opt-in about 5-10
seconds after your readers are on your page.
Trade a free content download about 100 words into your post for an email address.
Remind your readers about your related free content at the end of your posts.
Have your opt-in form detect leave intent and offer your related content again.
3. Provide a free trial signup (if you can).
Offer a free trial signup in your header and footer.
Remind of the offer as a callout in your content (without being pushy).

Break And Fix
Show your readers a problem they’re experiencing now but may not even know about it, then provide the
solution in your content.
1. Write headlines that draw on a value proposition.

Try the headline analyzer from CoSchedule to score better than 70 with every headline
2. Help your readers do something better—even if they don’t know they’re doing it wrong.
Find a topic that may seem overly covered, and take a unique angle on it to provide further efficiency
on what your readers probably already do effectively.
Address challenges that aren’t widely covered or unpopular to talk about.

Ask Your Prospects What They Really Want
Prospects are more informed than ever before when they make buying decisions. So you need to ask them
what they need from you to create content that helps them make their decision.
Ask your readers what they’d like to hear from you.
Ask your customers why they use your product or service.
Listen to their big challenges on social media.
Look at the questions they ask you in your blog comments.
Listen to the questions they ask presenters at events.
Review your most successful content to learn why your audience loved it.

Give Away Your Secret Recipes
Giving away information builds trust. Trust is the foundation of relationships. You can do that with
honest, helpful content.
Share insight on how you solved a problem (and your prospects can, too).
Share case studies and examples of how other people like your prospects have solved their challenges.
Provide free samples and trials of your product.

How To Get People To Care About You, Your Product, And Your Service
Find commonalities between your prospects’ challenges and the solutions your product or service
provides.
Provide those solutions through helpful content for free.
Help your reader have a positive experience with your content (tone, usefulness, not too salesy, etc.).
Publish and share that content consistently to build expectations of awesomeness.
Include useful calls to action in your content so when your prospects feel secure, they have the
opportunity to convert.

When you're ready to plan awesome
content that sells, use CoSchedule to save
time, communicate with your team,
and get more traffic.

HEAR THE RAVES
You just created a fantastic piece of content.
Awesome.
Now, before you go ahead and share it with your audience, follow this social media plan
template to make sure you’re actually participating in the conversation.

First, the basics (you knew this was coming!)

“I use CoSchedule to promote
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Go ahead, search a bit, and write ‘em down (networks,guest
groups,contributors,
forums, lists, blogs,
etc.)make
on a regular basis. It is a one-stop
sure we are amplifying our blog
solution, since I can post to every
posts with social media. For
social media channel from within
me, CoSchedule does all that
WordPress. It is simple, elegant,
perfectly. It’s like magic for my
and an indispensable part of my
blog!”
toolbox.
Find out where your audience is actually hanging out on social media:

— Michael Hyatt , New York Times
Bestselling Author of Platform:
Get Noticed in a Noisy World

—Jay Baer, Convince & Convert
Bestselling Author of YouTility:
Why Smart Marketing Is About
Help Not Hype

Plan how you’ll share your content.
For every hour you write your content, spend 15 minutes sharing it.

Share what you already know will be successful.
Make sure your social media messages connect with at least one of these things:
This message supports a cause my audience can get behind.
This message helps my audience connect with others.
This message helps my audience feel involved in the industry.
This message entertains my audience.

